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s ec I " I Most new businesses are overwhelmed by the sheer amount
of. information) required| to run| a successful enterprise. New
Business Minnesota sought out this expanded team of business
professionals who work with new and small businesses to

Re Po r' share essential information about their respective fields.

Save this issue. You’re going to need it.
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What

Every New

Business
Should
Know: .ol ..

Leading Business
Professionals Offer
Tips and Guidance that
Will Help You During

Your First Year and
Beyond.

From
the Publisher:
Ever hear that old phrase:
“It’s not what you know, it’s
who you know”? Now that you've
launched your own business, you're go-
ing to find out how true it really is. Wise
business owners, especially when they
are very new and very small, quickly dis-
cover they can’t do it all. Take stock of your
strengths and weaknesses as you read this
collection of essential knowledge. Make
sure you become aware of what you
don’t know. There’s more of it
than you might think.

Reprinted with Permission Courtesy of New Business Minnesota ©2012 - www.newbizminn.com
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By Dave Meyer

almost as important as having a website for

growing their business. Here are some starter
questions to get you on the right path to using on-
line marketing for real results.

1) Who is your customer and what do they
want? Think about your best and most lucrative
customers and answer these questions: “Why do
they buy from us?” and “What makes us different?”
Work the answers into your website and social me-
dia conversations.

2) What do you need to accomplish? Think
about where you need to “move the needle” before
you begin any online program. Know how you’ll
give your customers what they want. It doesn’t mat-
ter how many Facebook fans, Twitter followers or
website hits you get if youre not making sales. In-
clude a call to action to tell visitors what to do next.

3) What tools will you use?

 Your website is the hub where everything
comes together, and can publish everywhere else

] 20r many businesses, social media has become

Web / Social Media Marketing

Dave Meyer, president and owner of BizzyWeb, creates
SEO-optimized websites that cross-publish to social media
with a single click, saving businesses time and money. Dave
frequently speaks on social media topics, and his “Buzz
Builders” seminars have been attended by thousands. He
can be reached at (612) 424-9990, sales@bizzyweb.com,
facebook.com/bizzyweb, or twitter.com/bizzyweb.

with a single click. Be sure to tie in your site with
everything else, including email marketing.

« Facebook Pages let your customers and pros-
pects “Like” you to receive updates. A professional
page actively encourages visitors to subscribe and
includes a call to action.

« Twitter lets businesses share small bits of in-
teresting information with prospects and custom-
ers. Search for and follow your best customers.

o LinkedIn is great for branding and connect-
ing with strategic partners and clients. Build your
Company Page to tell your story and promote your
services.

« Google Plus Local (formerly Google Places)
levels the playing field with your competitors.
When someone searches for what you do and
they’re located close to you, you'll show up higher
in results.

« Search Engine Optimization (SEO) focuses
on the key search terms your prospects will use to
find you. Make sure you include these phrases in

your metadata, page content and links.

« Paid advertising via ads on Google or Face-
book let you target customers and get your mes-
sages to them at the moment they’re searching for
your product or service. Ads are incredibly afford-
able and targeted.

o Mobile marketing makes sure your content
connects with your customers wherever they are,
on whatever device they’re using. You need to de-
liver content differently for smartphones. Get cre-
ative and make it easy for visitors.

4) How will you measure results? Track ev-
erything so you know when you're successful. Free
tools including Google Analytics and advanced
searches on Twitter, LinkedIn and Facebook will
give you plenty of data to work with. Keep working
until you get the results you're looking for.

5) How will you keep it current? You MUST
keep updating your site and social networks or
your fans and customers will lose interest. Keep
listening to what they’re saying. Set a schedule to
check your accounts. Respond to customers and
post something new often.

Online marketing doesn’t need to be difficult. If
youd like BizzyWeb to take a look, go to BizzyWeb.
com/Buzz to fill out a form and get started.

Call To Action

To learn more about how to “Generate
Buzz Without Getting Stung,” check out
BizzyWeb's FREE weekly Buzz Builders
webinar Wednesdays at noon.

at:

fhice is not just a place to work; it is how
Oyou choose to work. People tell me “I of-

fice out of my home” and I love to hear
how that works for them. There are a lot of great
reasons to office out of home: the commute is
great, the dress code rocks, proximity to lunch
and coffee rooms are usually just steps away, and
also the economics work.

But what are some of the downsides? Separa-
tion of home and office can be challenging as well
as fluctuating productivity levels. You need to be
very disciplined to find the good balance of home
and work in the same environment. And, I do not
know about you, but there aren’t a lot of people
hanging around in my kitchen that can provide
an inspired work atmosphere.

Since launching VirtualOffiCenters just one

Virtual Office Space
By Lori Spiess

Lori Spiess, owner of VirtualOffiCenters as well

as OffiCenters in the Minneapolis areaq, is a long
time Office Business Center Professional, who has
provided office solutions to thousands of small
businesses for almost 30 years. She can be reached

Ispiess@officenters.com
(612) 349-2712
www.virtualofficenters.com

year ago, I have spoken with hundreds of small
and home based businesses looking to maximize
efficiency and minimize capital expenditures. I
would like to share some of my advice with all
of you:

1) Image matters. What the client sees will
determine their trust level and how they will
work with you long term. A solid company has
a solid identity. Build your foundation with care.

2) Be safe. Remember, there are security is-
sues when using your home address and your
personal cell number. Put a layer between you
by setting up a separate address and a dedicated
work phone number.

3) Stay flexible. If you don’t know what your
new company will look like at any time down the
road, do not make multi-year commitments on

office space or equipment.

4) Be realistic. Some people can work virtu-
ally anywhere under the sun. For others, it’s a
struggle. If you need structure to be productive
or if distractions pull your focus, find options
that work for you. If officing at home works, don’t
apologize for choosing that lifestyle.

5) Sharing is good. Why make commitments
to office equipment and long term leases? You
can buy as you go and use space, furnishings and
equipment as needed. It really works.

6) Never apologize. Remove the phrases “I'm
just” or “We're only...” Be proud of what you do.
Small businesses are the backbone of America.

7) Be successful. Set goals and reach for them.
Surround yourself with successful and produc-
tive people. I know that success is contagious.

At VirtualOffiCenters we have plans as basic
as a mailbox to help you get started. We offer
networking and educational opportunities to en-
hance small businesses. Choose a company that
will work today and has the flexibility to help
you grow into the future. Where do you office?
Choose a solution that’s right for you.

Call To Action

Stop at any of our five locations and
mention this article to schedule one hour
of free conference room time.
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ou’ve made the decision to launch. Your

.! business plan is finished. Business cards

are ordered. Youre now ready to begin the
adventure you've been dreaming of.

The all-important checklist contains one item
that has you nervous - selecting the best account-
ing software package. Before making the big pur-
chase and investing your time implementing and
learning it, here are five things to consider:

1) What are your required features, and
what are your desirable features? First, consider
what you want your software to do for you. Make
a list of all the features youd like to see.

Second, separate the features into one of
two categories: required or desirable. Under re-
quired, list only those features absolutely neces-
sary for you to run your company. Your desirable
list includes the nice-to-have items, but not the
must-haves.

Third, prioritize both lists in order of impor-

QuickBooks
By Michele Jensrud

Michele Jensrud is a Cerified Public Accountant
and an Advanced Pro Certified QuickBooks Advisor
and trainer with Schechter Dokken Kanter CPAs.
She focuses much of her practice on small business
consulting, particularly when it comes to resolving
accounting system issues and improving her
client’s accounting processes. She can be reached
at: (612) 332-9374

mjensrud@sdkcpa.com, www.sdkcpa.com

tance. Keep in mind, the further you go into your
desirable list, the more expensive your software
is likely to become.

2) How much budget have you allocated
to software? Calculate how much you can af-
ford to spend. In addition to the initial software
cost, you will want to include any new hardware
needed, as well as technical support and training.

Will you need a consultant to set up the new
hardware and software, or can that be handled
in-house? Will you need to hire a consultant to
train your staff? Computer and software consul-
tants will generally charge by the hour and could
run approximately $100-$200 per hour.

Be honest with these questions — sometimes
the professional help on the front end can save
countless hours down the road.

3) Who in the company will be using the
software? One important consideration is the
staffing of your bookkeeping functions, deter-

mining this will help with the determining the
software needs. Keep in mind it may not be only
your bookkeeper. There could very well be sever-
al people using this software. At a minimum, you
will want to make sure the software enhances,
not hinders, the productivity for your users by
allowing for easy data entry.

4) Where will your employees be located -
is the office virtual, off site, on site? Your office
may be a laptop in your car, rather than a desk
in a building. You may have employees who tele-
commute or sales people who spend most of the
time on the road. If, for any reason, your compa-
ny will require remote access, be sure to take this
into consideration when choosing an accounting
package.

5) Have you identified your resources and
advisors, based on your needs? A good software
package can greatly increase your productivity
and make your life much easier come tax time.
But in addition to a good software package, ev-
ery new business owner needs to find and keep a
reliable, trusted advisor to help analyze the infor-
mation collected, create a solid business plan and
ensure future financial health, both of the owner
and the business.

Call To Action

Call Michele today to schedule a free
one-hour consultation on your book-
keeping software — discover which fea-
tures will work best for your business.

ash flow is the life blood of every busi-
‘ ness. As a new business owner, you may

become painfully familiar with this finan-
cial concept as you begin to grow, which is the
time you have expenses that are due today and
invoices that are still 30, 60 or 90 days away.

Traditionally, that gap is often covered with a
loan or line of credit from a bank. But bank lend-
ing to new and small businesses isn’t what it used
to be.

You should be aware of alternative financing
methods, such as factoring. You sell your invoic-
es to a factoring company, which will pay you a
percentage of the invoice now and the balance,
less their fee, when the invoice is finally paid.

Here is What Every New Business Should

Factoring/Finance
By Dhruv Lal

Dhruv Lal, is vice president of business development
with Commonwealth Capital LLC, a leading factoring
company. He has more than 25 years in financial
services and business development roles in both
regional specialty finance companies and large
international banks. He can be reached at (952) 469-
4460 or dhruv@commonwealthmn.com
www.commonwealthmn.com

Know about Factoring:

1) Factoring is not something new. It has
been a proven financing alternative for hundreds
of years, in fact it has been a part of Americas
financial fabric since the founding of our nation.
It is most often used by businesses unable to get
traditional bank financing or that do not want
to bring in outside investors. It is often used by
startups and small businesses experiencing rapid
growth or seasonal business patterns where there
is a cash crunch.

2) Factoring costs less than many new busi-
nesses think. Commonwealth Capital, for in-
stance, will purchase invoices and pay 80 percent
to 85 percent of the invoice amount up front. The
balance is paid to you when Commonwealth is

paid, less their fees. The actual fees depend on
volume, terms and the creditworthiness of your
customer. The cost is very similar to receiving
payment on a credit card.

3) What businesses benefit most from fac-
toring? Any business selling products or services
to another business can benefit from factoring. It
is purely used in a business-to-business environ-
ment, and not consumer-related. It works best if
your business clients are reliable and credit wor-
thy. If one of your clients, for example, is Target
then creditworthiness is not an issue. When the
only collateral is the receivable itself, we focus on
the creditworthiness of your clients.

4) Factoring vs. traditional loans. A bank
will require history, profitability and a great per-
sonal credit score when evaluating your business
for a loan. Factoring uses your receivables and
the creditworthiness of your clients to qualify
you for financing. Having losses, poor personal
credit or even bankruptcy is not a problem to
qualify for factoring. Keep in mind it is another
tool to manage your business and give you more
choices.

Call To Action

Call (952) 469-4460 for a free, no obliga-
tion consultation to learn if your business is
a suitable candidate for factoring services.
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business meant a burglar alarm to thwart

break-ins. Because of the explosion in tech-
nology - internet, smartphones and more - se-
curity now means managing your work environ-
ment to protect your employees, your informa-
tion, your inventory, your bottom line as well as
keeping out the bad guys.

The new technology that were deploying
at ADT Security Systems allows you to moni-
tor 24/7 what is going on at your office, store or
building. Using your smart-phone, you can con-
trol the whole system from anywhere you get 3g
service!

Whether you have a home office or a large
commercial space, you need to be aware of your
security risks and options. Here is What Every

It wasn't that long ago that security for your

Security
By Steven Kreyer

Steven Kreyer is the Small Business District Manager
with ADT Security Services Inc., where he works with
new and small businesses to meet their security

in retail, commercial/industrial and home office
environments. He can be reached at (651) 308-
6769 or skreyer@adt.com www.adt.com

New Business Should Know about security sys-
tems:

1) Protect your investment. Insurance may
replace whatever might be stolen or damaged by
thiefs and vandals, but the reality is youre better
off if you can either stop or minimize the event in
the first place. Features to consider: Monitoring
for forced entry, hold-ups and duress events. You
might even get a break on your insurance premi-
ums as well.

3) Use smartphone technology to manage
your security system. Receive real-time alerts
on your smartphone about what is going on back
at the office, when the first employee arrives to
open up, if the last employee to leave activated
the alarm or even if the coffee maker was left on
(You can turn it off from your phone). Going to

the office on Saturday? Remotely turn up the heat
two hours before you get there. If you just teed
and a late delivery arrives at the office, you open
the door for them and reactivate the alarm when
the leave.

4) Keep more of the money you’re already
making. Just about any aspect of your opera-
tion can be monitored and controlled by this
technology. When the alarm is set at night, we
tie in lighting and temperature levels so that you
reduce electricity and heating costs.

5) Work with experienced professionals.
Resist the urge to pick up a do-it-your-self se-
curity kit that comes with a six-pack of mini-
cameras. You want a solution that is right for
your location, fits budget and is done right. Our
years of experience have taught us where best to
put cameras, motion detectors; whether to use
key-pad entry, key fobs or ID cards; how to create
extra protection zones that limit employee access
to highly sensitive areas. And you want a system
that is reliable and that provides real time reports
you can respond to.

Call To Action

Call today for your free risk analysis at
your site and a demonstration the Pulse
System (651) 308-6769 and its amazing
features.

ou do have a choice! Most people believe
Ythat they can only get phone and internet

from the big telecommunications compa-
nies that dominate the market, but Velocity pro-
vides a local alternative to these big companies.
A local Minnesota-based provider that is focused
on supplying services to small and mid-sized
businesses is the perfect choice for any new busi-
ness. There are so many things to consider when
deciding on a communications partner, but let’s
take a quick look at What Every New Business
Should Know about Telecommunications:

1) What do I need as a new business? To-
day, the Internet is your connection to the world.
Communication is becoming simpler and less
expensive. You once needed multiple networks to
be connected. We are now headed to one robust
IP network. The combining of voice and data has
brought increased functionality and lower costs
to businesses of all sizes.

Telecommunications

By Jim Hickle

Jim Hickle is the President of Velocity

Telephone, Inc., a Minnesota-based full service
Telecommunications and Development Company
providing phone, internet and data solutions

to residential and business customers. Jim can
be reached at (763) 222-1004 or jim.hickle@
velocitytelephone.com.
www.velocitytelephone.com

2) What type of Internet connection do I
need? Wireless, DSL, Broadband, Fiber... the list
of options is endless and growing. A reliable and
expandable Internet connection is the key. Fiber
is the fastest and most reliable connection when
it is available. Most people think it also comes
with a higher cost, but there are cost effective fi-
ber solutions being deployed all the time. Broad-
band and DSL are currently the most common
connections because they are FAST and cheap.
They have been replacing the T-1 and are gen-
erally considered a best-effort product. Most
businesses start with a DSL or Cable Broadband
connection. Wireless is becoming a bigger player
every day, but reliability and consistency is still
an issue.

3) What type of phone system should I get
and do I rent or purchase equipment? Many
businesses rely on outside resources to fill in
the “technology gaps” of their business. No one

wants to be a phone expert any more, but when
people can’t reach you, it affects your business.
You need to make sure there is someone who
can quickly solve any problem you have. A
hosted VoIP system is easier to use, administer
and maintain than previous phone systems and
they will easily grow with your business. Renting
equipment takes out all of the guess work and lets
you focus on your business. Hosted systems have
lower upfront costs and can save you additional
money on the high cost of wiring your home or
office. They also provide the latest features that
make your business look larger and sound more
professional.

There are many options for voice and inter-
net services, so work with a company that will
assist you in sorting out all the various options
you have for your business now and in the future.

Call To Action

Call today for your free risk analysis at
your site and a demonstration the Pulse
System (651) 308-6769 and its amaz-
ing features. To find out how the Velocity
Virtual Office Hosted Phone Service will
best suit your needs, call for a free con-
sultation and service analysis. All New
Business Minnesota readers responding
to this offer will receive their first month
of service at no charge. PROMO Code
- NBMFREEMO. Call Jim at (763) 222-
1004 or sales@velocitytelephone.com.



s a new business owner, learning and un-
Aderstanding various tax components can

be confusing and difficult to navigate.
Taxes affect all areas of your business from type
of entity and operations, to winding down or the
sale of the business.

It is imperative you plan out the formation
and operation of your business with your selected
business advisors which generally include an at-
torney, an accountant and a banker if funding is
needed. These professionals can help you grow
your business while keeping you compliant with
both for tax and legal requirements.

Here is what every new business should know
about taxes:

NFW BUSINESS I I E VN

CPA/Taxes
By Joseph Rusche, CPA

Joseph Rusche, CPA, is the Director of Taxes as well
as a Tax Partner for Boyum & Barenscheer PLLP. He
works with individuals, businesses, trusts and estates
providing tax planning and tax compliance services.
He has a Masters in Business Taxation (MBT) from
the University of Minnesota and coordinates tax
services for the firm. He can be reached at: (952)
854-4244 or

inffo@boybarcpa.com www.boybarcpa.com

1) What type of entity? Most new small busi-
nesses will need to determine if they need a liabil-
ity shield or not, then if they should form a SCorp
or an LLC. How you initially set up your business
is important as each type of entity has its benefits
and drawbacks.

2) What type of taxes? If you form a SCorp or
have more than one owner, then you will need to
file a separate income tax return. If you pay wages
to yourself or others, then you will need to file
payroll taxes and withhold the required amounts.
All businesses should file Sales and Use tax re-
ports even if there is no tax due. The state of Min-
nesota is especially diligent on auditing for these.

3) Apply for ID numbers. You will need both

a federal and a state identification number. These
can be obtained online

4) Start-up costs. There are special provisions
relating to deductibility of start-up costs. You can
expense up to $5,000 of these costs and amortize
the remainder.

5) What do I need from employees or vend-
ers? When you hire an employee, you need to
have them complete a Form I-9, Employment
Eligibility Form and a Form W-4 Withholding
Allowance. The IRS is conducting a special proj-
ect regarding I-9°s and the penalties are substan-
tial. You should also get a Form W-9 from every
vender that you use.

6) What about the termination of the busi-
ness? Prior to going too far down the road, plans
should be made about what is going to happen to
the business, especially if there are multiple own-
ers. It doesn’t need to be exact, but discuss the
expectations.

7) What are the special depreciation rules?
Bonus depreciation for 2012 is 50 percent, while
Section 179 write-off is $125,000. This deprecia-
tion could create a loss. Be sure your plans in-
clude utilization of this potential loss, including
adequate basis to deduct it.

8) What about insurance? You will need to
get casualty insurance for what you own, work-
men’s compensation for your employees, and li-
ability insurance for what you do.

any small businesses believe they are
Mtoo small to worry about human re-

sources and legal compliance. How-
ever, businesses with one employee have most
of the same legal responsibilities as much larger
businesses. Proactively establishing policies and
procedures and ensuring legal compliance is the
best way to prevent problems from occurring. In
order to do so, there are a few things every busi-
ness should know:

1) Independent Contractor or Employee?
While it may seem ideal to hire Independent
Contractors, there is a downside to this arrange-
ment. Because the law defines Independent
Contractors and how they must be treated, busi-
nesses cannot control a Contractor’s work hours
or provide the work direction they would with an
employee. In addition, there are serious financial
consequences for misclassifying workers as Inde-

Human Resources
By Jessica White

Jessica White is the owner of JW Employment Law
Center, which works as an outsourced HR Director
and Employment Attorney for small businesses in
areas such as policies and procedures, employee
relations, and legal compliance. She can be reached
at: (952) 657-5417
jessica@jwemploymentlawcenter.com
www.jwemploymentlawcenter.com

pendent Contractors including back taxes, Un-
employment Insurance, and Workers’ Compen-
sation, as well as significant fines and penalties.

2) Job Descriptions. Written Job Descrip-
tions should be created for each position. They
help advertise the position, choose the right can-
didate, ensure a consistent understanding of the
job, and evaluate job performance. Well-written
descriptions summarize the job duties; describe
the work environment and physical require-
ments; and list the required experience, educa-
tion, and technical skills.

3) Hiring. To hire the right person, businesses
must not only find the person with the right qual-
ifications but must also ensure the person will be
a good fit. Most people resign because of a poor
fit with the boss or company culture. Discuss the
company culture and goals, team dynamic, and
management style with each candidate and con-

sider how the person would fit before making any
hiring decisions.

4) Employee Handbook. Handbooks include
policies on many topics such as attendance, paid
time off, computer and internet usage, and dress
code. They help the business communicate ex-
pectations and provide a framework for address-
ing employee relations issues. Because every
company has its own culture and needs, and be-
cause legal requirements regarding Handbooks
vary significantly from state to state, Handbooks
should be customized to each business.

5) Performance Evaluation System. Perfor-
mance evaluation systems simplify the review
process by providing structure for the reviewer
and ensuring clear communication to the person
being evaluated. The structure addresses how
often and when evaluations will be done. Deter-
mining the evaluation criteria for each position
is the second step. The criteria should be based
on the Job Description and include as many ob-
jective, measureable criteria as possible. When
giving the evaluation, include positive feedback,
give specific examples in each area needing im-
provement, and set goals the employee must
meet to improve.

Conclusion

As in all relationships, the employment rela-
tionship requires clear communication. All of the
above fundamentals will go a long way towards
helping your business establish clear communi-
cation and, in turn, make good business deci-
sions. The result will be a smoother relationship
and stronger business.

Reprinted with Permission Courtesy of New Business Minnesota ©2012 — www.newbizminn.com
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a startup business it can be extremely dif-

ficult and frustrating to navigate through
the alphabet soup of payroll compliance. FIT, SIT,
FICA, FUTA, SUTA, WC - all required, but do
you have what it takes to stay compliant?

Below are 6 Startup Friendly Tips to Making
Payroll Easier:

1) Have a payroll expert on speed dial.
Whether you choose to process in house or de-
cide to outsource to a local independent payroll
provider, you need a place to turn when you have
a question. Seek out expert advice - it can liter-
ally save you thousands of dollars (and probably
a headache or two).

2) Know your employment tax payment and
filing deadlines. The IRS and other government
organizations have placed the burden of with-

Payroll laws are constantly changing and as

Payroll

By Robert Scalia, CPP

Robert Scalia, CPP is an Owner of Integrated
Compensation Systems, Inc., which has been
providing personalized payroll and human
resource services to startup businesses throughout
Minnesota since 1993. He can be reached at:
(651) 259-4266 or

robs@icomppayroll.com icomppayroll.com,
linkedin.com/in/scalia

holding and paying taxes on the shoulders of em-
ployers. It is important to know what taxes you
are responsible for, how to calculate them along
with when and where they are due. One error in
this area may cost your company thousands.

3) Select a payroll frequency that suits your
company. Consider cash flow, hourly employees
and the administrative burden of processing.

4) Keep accurate and detailed payroll re-
cords. The IRS and other government agencies
require you to keep accurate records and store
them for a varied number of years depending
on the document. Make sure you keep all pay-
roll related data secure and confidential. Check
with your payroll expert for a checklist or guide
containing all of the forms you need, where they
should be stored and how long to retain them.

5) Select a payroll system that will allow you

to grow. Pick a flexible system that will have the
reporting capabilities you need. Can you gain ac-
cess online? Can employees receive pay stubs and
W-2s online? Who updates the software? Does it
integrate with an electronic time and attendance
system? What kind of HR data can you input?
You might be a small business now, but plan as
if you are larger.

6) Remember your strengths. As you know,
small business owners wear many hats and get
pulled in multiple directions. Don't forget why
you decided to start a company and continue to
focus on your strengths. If your area of expertise
lies in manufacturing, customer service or prod-
uct promotions, focus your energy there. For all
of the other areas rely on the experts in this re-
source guide — they want you to succeed just as
much as you do.

Call To Action

Call today to receive a FREE guide con-
taining 10 questions to ask a payroll com-
pany before you hire them. All New Busi-
ness Minnesota readers are also eligible
to receive our bi-weekly e-tips newsletter
absolutely FREE. Call Robert at 651-259-
4266 or email to
robs@icomppayroll.com.

usiness banking involves a closer relation-
B ship than youre used to with consumer

banking. Outside of family, your business
is one of the more important things in your life.
You should bank with people you trust to care for
it.

When done right, your business banker will
become a trusted advisor that you consult before
making major purchases, big decisions or change
in strategy or tactics. In general, expect much
more customer service than you are used to as a
consumer banking customer.

Here’s what every new business should know
about banking:

1) Know what you need from your banker.

Business Banking
By Paul Flood

Paul Flood is a Senior Vice President and Regional
SBA Manager with Bremer Bank. He can be
reached at: (612) 782-2822

pwflood@bremer.com Additional information
regarding Bremer's business banking offerings and
SBA services can be found online at Bremer.com

Not all banks offer the same services. Do you
need deposit accounts, credit, international ser-
vices, payroll processing? Do you need someone
to help you make decisions on what you need or
just a transactional relationship? Use a bank that
best fits your needs.

2) Know what the bank needs from you. Its
a two-way street. You need to provide reliable in-
formation on a timely basis so your banker can
be up to speed with your business. Your banker
will benefit from regularly scheduled meetings
with you. Keep in mind that the bank needs ap-
propriate lead time for many activities, such as
processing a loan.

3) How well does your banker know your in-

dustry? It's important to have a banker who un-
derstands your industry and is actively involved
with trade organizations and is current on the
issues a particular industry is facing. By being
actively involved, your banker should be able to
anticipate your needs and make referrals to other
professionals who focus on your industry.

4) Speed up cash flow with remote deposit
and merchant services. Cash is king. Preserve it
and protect it. Using remote deposit gets money
into your account faster and with less hassle.
With merchant services, you can accelerate col-
lections and avoid becoming a financing source
for your customers. Understanding your cash
flow and cash flow requirements is critical to
your success. Your banker should also be avail-
able to work with your CPA or bookkeeper to
map out your cash flowneeds.

5) Be open to hearing new ideas on how
you can do things. Bankers generally deal with
a cross section of businesses. Many businesses
suffer from similar problems that have similar
solutions. We are able to share ideas and solu-
tions that have worked for others. We see a lot
of transactions, problems and challenges. As a
result, we've gained valuable insights. You don’t
have to take our advice, but staying open to new
ideas increases your chances of being successful.



NEW BUSINESS IMILTITEEXCEFY

com

s a new business, one of the most impor-
Atant investments you can make is to ensure
you have a local technology consultant
who you trust, who knows about your business,
and who can manage your computing infrastruc-
ture and guide you in your technology growth.
You have an accountant (for obvious reasons)
and a lawyer (for even more obvious reasons). A
local technology consultant or solution provider
is no different. When things go wrong, you want
someone you can rely on to make it right again.
Better yet, you need someone to help avoid those
problems.
Here is What Every New Business Should
Know About IT Services:
1) Needs Assessment. Identify your technol-
ogy needs. Ask questions like: How many em-

IT Services

By Ben Lavine

Ben Lavine is President at TCS Services; a Minnesota
Metro-Area based IT and Technology Consulting
Company, specializing in the technology needs for
home base, small- and medium-sized businesses,
ranging from help desk support to ground up
network builds and maintenance. He can be
reached at blavine@tcsforyou.com www.tcsforyou.

ployees will need to use a computer? What are the
hardware requirements of the business software I
plan to use? Will I have employees working out-
side the office? Will I require a server? This will
help your Local Technology Consultant determine
how to build your network in the most cost effec-
tive way.

2) Equipment purchase and network build.
Once your consultant has helped build a solid
network plan, it's time to acquire the hardware.
Your Local Technology Consultant should have a
relationship with a Tier 1 hardware vendor such as
Dell, HP or IBM. This relationship gives you ac-
cess to business class hardware at wholesale prices.
Something you just can’t get at the big box stores.

3) Data Backup and Disaster Recovery. Your
consultant must ensure that your valuable com-

pany data is being backed up and secured. There
are three types of backups to consider. 1) Live: data
that is on the computer you work with daily. 2) Lo-
cal Copy: data that is backed up nightly to an exter-
nal hard drive or tape drive. 3) Off-Site Copy: data
that is backed up nightly to an off-site location,
usually over the internet to a third- party server or
a remote storage device you own. A monthly veri-
fication of the backups should be performed to en-
sure that the data is useable if you should ever need
it. Sixty percent of companies that lose their data
will shut down within six months of the disaster.

4) Antivirus/Email Security/Firewalls. Vi-
ruses, malware and spam all lead to computer and
network corruption which directly affects your
downtime. It takes an average of three minutes
online to pick up a virus today. This is not a place
to skimp.

5) Local Technology Consultant Costs. Many
IT firms have adopted two types of business mod-
els. 1) “Break Fix,” which means you break it they
fix it for a set hourly charge. 2) “Managed Services,”
which means a flat fee per computer per month
for a proactive approach to IT service. “Unlimited
Onsite,” which means unlimited calls to help desk,
and unlimited remote support by controlling your
PC from their office to assist in repairs.

Call To Action

Go to www.tcsforyou.com and “Sign up
today for a FREE 2 Hour Health Check of
your computer network!”

office at

ften businesses think they’re too new or
Otoo small to take credit cards. In today’s

marketplace, as soon as you have a cus-
tomer, you'll be asked: Do you take credit cards?

There are several ways your merchant account
can be setup. You should have a good overall view
of what is possible with pricing and technology so
you'll know how to respond as you grow. Do you
have the right fit for your business needs?

Here is What Every New Business Should
Know about merchant services:

1) Your customers expect you to accept elec-
tronic payments. Whether it’s a credit card, debit
card, EFT (Electronic File Transfer) or ACH (Au-
tomated Clearing House - or e-check), you have
to be prepared to do business the way your cus-
tomers want.

Merchant Services

By Carlos Monteiro

Carlos Monteiro is Regional Director of Clear Pay
Financial Solutions, which provides businesses of
all sizes with merchant services, including credit
card, gift card processing, loyalty debit, EBT checks
and ACH. To learn more about how merchant
services can help your new business, call the local

(612) 605-6453 or carlosm@clearpayfs.com

In fact, you should be aware that there is a gen-
erational change taking place in how people want
to pay for things. If youre marketing to Genera-
tion X and Ys and Millennials; they barely know
anything about checks. They’ve always used debit
and credit cards. Remember, most of them have
never had a land line phone and their preferred
means of communication is texting.

2) Your company is never too small to use
merchant services. Many entrepreneurs are
scared away when they hear about monthly fees,
minimum volume requirements or contracts. I
spend a lot of time explaining to clients that the
key is to find what works best for where their pres-
ent needs and that may not include contracts or
leases. If your business volume is up and down
then ask for no monthly minimum, it is possible.

Ask questions for what you need. Find a provider
who will help you sort it all out and set your ac-
count the best way for you.

3) Know your terminology. To get the best
rates, you need to know the difference between
wholesale and bundled rates. ClearPay uses
wholesale rates to get the best deal for our cus-
tomers. Your rates will also vary depending if the
transaction is key entered, card swiped, etc.

a) Acquirer: the merchant service company/
rep who sells you the plan.

b) Provider: the company that will underwrite,
provide support, and process all your transactions.

4) Understand your statement or your quote.
Ask for explanations for all discounts, surcharges
or additional fees that will appear on your state-
ment. Most people struggle with this because of
the jargon and technical detail. Ask your rep to
give you a review. Ask for an annual review so you
are always getting the best value based on your
changing needs.

5) Use the technology to best fits your needs.
Retail locations may need a Point of Sale system
or a terminal on a high-speed connection. A ser-
vice business may only need a mobile terminal or
a phone application. A B2B may want to do re-
occurring billing or have a virtual option for pay-
ment if they have sales or service guys out in the
field. You have more options than ever before and
you'll get paid faster and no bounced checks.
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